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The Club will reach its potential and be mo t benefltho its members only when it has 20
or more members. Having 20 or more members also will make it easier for the Club to
become a Distinguished Club.
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Now we live in a dynamic society. People are highly mobile. Change is the norm rather than
the exception. It’s vital to the future of the Club that there be a constant influx of new
members. When Clubs grow, everyone benefits. With more members, a Club gains:
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1. Better Club programs; more variety, experiences, and resources to draw upon and
enrich the entire Club Program
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2. Depth of Club leadership I ™ fu55 ﬁﬁ?éﬁ:ﬁ

3. Greater representation of Toastmasters throughout your community or organization
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4. Greater financial resources for Club programming and projects
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5. More people served and helped by Toastmasters’ programs
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6. 1. More enthusiasm at Club meetings.
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Five Steps for Building Club Membership
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Step One: Organize for growth
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(1) Set membership targets E%:\L_g ARt

(2) Organize a committee or task force ,1' SRy F&FT‘/ [iju | R

(3) Use all avenues for researching prospects & | l{ﬁﬁﬁl’"%zﬁl 'i?f E'l
(4) Share your success 53 Hp iRy RS
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Step Two: Find Those Prospects
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Find people in need, and get them to attend meetings. For Toastmasters, word-of-mouth is
the best advertising, and you are the sales force.
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Step Three: Make Every Meeting A Sales Tool
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Excellent meetings are the best selling tools your Club can have. Make every meeting strive
for excellence in......
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Step Four: Help Them Decide To Join
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Use questioning and listening to discover prospect’s needs. Then

guide them toward joining by using the S.A.B. Formula, describing the features of
the Toastmasters program and” Closing The Sale”.
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(1) Solution --- How to solve the problem or meet the need?
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(2) Advantage- -Why is this the best solution to the problem?
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(3) Benefit ------ How it will benefit the individual. What will it do for you?
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(4) Features ---- How does the Toastmasters program work?
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(5) Closing The Sale ?Eﬁ
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C------ Comparison

L-------- Loss AN
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Step Five: Start them Off Right
WER Il B

(1) Tell them about Toastmasters E i) ﬂ“ﬁﬂﬁ?ﬁﬂﬁﬁlﬁﬁﬁ% F?
(2) Coach them to excellence &P PRELT R X

(3) Induct them with flair iﬁ'“»ﬁ‘;ifﬂj (A 2;5;‘,’?“ g
(4) Get them speaking %H 1 5@% F’l@%ﬁ



